
[image: Description: :::::::Desktop:In progress desktop:TRINITY SAINT DAVID:logo:TSD_logo2010.jpg]


Applied Leadership and Management in the Workplace
Module Assignment  

	Student Name:
	Carla O’Keefe

	Student Number:
	2433175

	Module No:
	BMSK4012

	Module Title:
	BMSK4013 - Enterprise and Entrepreneurship


Statement of Confirmation of Authenticity
By the act of making this submission, the student declares that this is the work of the student named above. The work has not, in whole or in part, been knowingly presented elsewhere for assessment, or where assessment has been built on a previous assessment, this has been identified. Where materials have been used from other sources it has been properly acknowledged. If this statement is untrue, the student acknowledges that an assessment offence has been committed.
Attention is drawn to the plagiarism and unfair practice policies of both the University and of ILM






Table of Contents
1. Executive Summary
2. Introduction and Business Overview
3. Market Analysis
4. Marketing Strategy
5.1 Target Market
5.2 Brand Positioning
5.3 Marketing Channels
5.4 Lead Generation Strategy
5.5 Key Performance Indicators (KPIs)
5. Competitor Analysis
6. SWOT Analysis
7. Operational Strategy
7.1 Service Delivery Model
7.2 Technology Integration
7.3 Compliance and Quality Assurance
7.4 Staff Training and Development
7.5 Financial Management
8. Financial Plan
8.1 Start-Up Costs
8.2 Monthly Operating Costs
8.3 Revenue Forecast
8.4 Funding Sources
8.5 Breakeven Analysis
9. Conclusion
10. Appendices
10.1  Appendix A – Start- Up Costs
10.2  Appendix B – Monthly Operating Costs
10.3  Appendix C - Revenue Forecast Chart 
10.4  Appendix E – Profit & Loss Forecast Table
10.5  CV
11. References

[image: Generated image]Business Plan for 1STPLACE Recruitment LTD 
Date: July 2025
1. Executive Summary
This business plan presents the strategic and operational framework for launching a recruitment agency specialising in the manufacturing, industrial, logistics, and construction sectors across Wales and the Southwest of England. Leveraging over six years of industry experience, it aims to provide efficient, compliant, and relationship-driven recruitment services. This plan demonstrates a clear market opportunity in light of post-Brexit labour shortages, supported by strong financial forecasting and marketing strategies (Portes & Forte, 2023; Recruitment & Employment Confederation [REC], 2024).
Personal Reflection: Creating the summary helped me clarify the business’s purpose and positioning. It made me realise how my experience directly addresses the industry’s labour shortages and compliance demands. I feel confident that my outlined goals are both realistic and motivating.
2. Introduction and Business Overview
The business 1STPLACE Recruitment Ltd will operate as a private limited company, providing temporary and permanent recruitment solutions. Key services include on-site staffing support, compliance management, and candidate vetting. The agency will adopt a high-touch model that focuses on tailored solutions rather than transactional placements. Leveraging digital platforms, networking, and industry partnerships to secure both clients and candidates (Shaw, 2020; HM Government, 2024).
Personal Reflection: Reflecting on the business overview, I recognised that forming a limited company offers credibility and legal protection. Personally, I feel reassured knowing this structure aligns with my long-term plans for growth and potential investor engagement. I chose this Logo as it represents trust, tradition, and authority—important in a professional services industry.
Castles also communicate stability, prestige, and security—qualities clients and candidates look for in a recruitment partner.
3. Competitor Analysis
Competitors such as HVAC Recruitment Ltd, St David Recruitment Services, and Thomas Recruitment demonstrate a mix of generalist and niche strategies. Many rely on sector-specific expertise or personal service models, but face capacity or diversification limits (Clutch.co, 2025). This business’s differentiation will stem from its compliance expertise, rapid service, and strong regional presence.
Looking at competitors reinforced the need for differentiation. I personally believe my blend of compliance expertise and personalised service fills a gap between niche specialists and generalist agencies

• HVAC Recruitment Ltd (St Asaph, Wales)
  Size: 50–249 employees
  Services: Specialises in recruiting for the HVAC sector.
  Strengths: Industry-specific focus and sizable team.
  Weaknesses: Limited diversification beyond HVAC roles.
• Recruitment Solutions Wales LTD (Cardiff, Wales)
  Size: 2–9 employees
  Services: General recruitment services across various sectors.
  Strengths: Established presence since 1999.                                                                                                                 
  Weaknesses: Small team may limit large-scale projects.
• St David Recruitment Services (Cardiff, Wales)
  Size: 10–49 employees
  Services: Personalised recruitment services.
  Strengths: Strong personal service model.
  Weaknesses: Potential capacity limits for volume hiring.
• Supertemps Limited (Conwy, Wales)
  Size: 10–49 employees
  Services: Sector-diverse recruitment services.
  Strengths: Local market knowledge.
  Weaknesses: Limited digital footprint.
• Thomas Recruitment (Cardiff, Wales)
  Size: 50–249 employees
  Services: Recruitment in industrial and commercial sectors.
  Strengths: Broad sector coverage.
  Weaknesses: Challenges in niche markets.

(Source: Clutch.co, 2025)
3. Market Analysis
The target market consists of SMEs and larger firms in key sectors with high reliance on flexible labour. Labour shortages caused by Brexit have heightened demand for skilled and semi-skilled workers (Portes & Forte, 2023). SMEs, which often lack internal HR capacity, present a significant opportunity for outsourced recruitment (HM Government, 2024). Regional factors in Wales, including industrial regeneration and construction projects, further support sustained demand (REC, 2024).
4. Marketing Strategy
The marketing strategy will combine digital marketing (LinkedIn campaigns, SEO, targeted ads) with networking events and referral incentives. Key channels include: - LinkedIn for B2B outreach. - Job boards (Indeed, Reed, CV Library) for candidate sourcing. - Regional networking events for client acquisition (Shaw, 2020).
By researching the Market and past experiences, Key performance indicators (KPIs) will monitor leads, social engagement, job applications, and conversion rates (REC, 2024).
5.1. Target Market
The primary target market includes manufacturing, industrial, logistics, and construction companies across Wales and the Southwest of England. These sectors rely heavily on a flexible and reliable workforce to meet operational demands (Recruitment & Employment Confederation [REC], 2024). Small and medium-sized enterprises (SMEs), in particular, often lack the internal HR infrastructure to manage high-volume recruitment, making them ideal clients for outsourced recruitment solutions (HM Government, 2024).

Additionally, there is a significant and growing demand for temporary labour in warehousing, production, and driving roles, especially in post-Brexit Britain where labour shortages continue to impact operational efficiency (Portes & Forte, 2023). By focusing on these specific sectors, the business can deliver tailored, high-impact solutions to clients experiencing urgent or continuous recruitment needs.
5.2. Brand Positioning
The business will be positioned as a specialist recruitment partner, offering efficient, compliant, and relationship-focused services. The brand message will emphasize:

• Speed: Rapid candidate delivery through refined sourcing and onboarding processes
• Reliability: Trusted to fulfil large-volume roles with minimal disruption
• Compliance: Fully vetted candidates with up-to-date health and safety, right-to-work, and regulatory documentation
• Local Knowledge: Understanding of the regional labour market, employer challenges, and candidate expectations

This positioning differentiates the business from high-volume, transactional agencies and highlights its personalised, strategic approach (Shaw, 2020).
5.3. Marketing Channels
A multi-channel marketing strategy will be adopted to build brand awareness, generate leads, and attract candidates.

a) Digital Marketing
- LinkedIn: Targeted B2B outreach to hiring managers, HR directors, and business owners; content marketing for brand visibility (REC, 2024)
- Google My Business: To improve local SEO for regional job searches and client queries
- Job Boards: Posting roles on Indeed, CV Library, and Reed to attract active job seekers (Office for National Statistics [ONS], 2024)        
b) Email Marketing
- Monthly email campaigns with industry insights, available candidates, and service highlights
- Follow-up sequences for new leads and former clients to encourage re-engagement (HM Government, 2024)
c) Events & Networking
- Job Fairs: Attendance at local employment events to build candidate pools
- Business Networking Events: Regular attendance at regional B2B gatherings (e.g., Chamber of Commerce) to generate client leads (Shaw, 2020)
d) Referral Programs
- Incentivising referrals from placed candidates and satisfied clients to grow both sides of the recruitment pipeline (CIPD, 2023)
5.4. Lead Generation Strategy
The business will implement a structured lead generation plan that includes:

- Building a prospect list using LinkedIn Sales Navigator and local business directories
- Personalised cold email outreach using automated email marketing tools
- Candidate attraction strategies using social media, local job sites, and referrals
- CRM tracking of lead status and conversion rates to ensure measurable outcomes (REC, 2024)
5.6 Key Performance Indicators (KPIs)
To track marketing success, the following KPIs will be monitored monthly:

- Number of new client leads generated
- Email open/click-through rates
- Number of job applications per role
- Social media engagement (LinkedIn followers, post shares)
- Candidate referrals
- Client acquisition cost

These metrics will guide the ongoing optimisation of marketing efforts and ensure alignment with revenue targets.

6. SWOT Analysis
Strengths: - Own established network and experience. - Specialisation in high-demand sectors.
Focused sector specialism – increases market relevance
Strong compliance and onboarding procedures to ensure client trust
Weaknesses: - Limited initial capital. – Solely responsible for all functions at start-up.
Opportunities: - Labour shortages increasing demand for recruitment services (Portes & Forte, 2023).
Potential regional expansion with strong client retention.
Digital platforms allow cost effective leads generation and branding.
Potential to scale regionally through strong client retention
shortages post Brexit increases demand for recruitment services
Threats
- Economic downturns may impact client hiring budgets.
- Competitive pressure from established recruitment agencies.
- Regulatory changes affecting labour and immigration policies (ONS, 2024).
Completing the SWOT made me acknowledge weaknesses such as limited capital. Personally, I see this as a push to make careful financial decisions and maximise available funding opportunities.
7. Operational Strategy
The operational model will integrate Applicant Tracking Software (ATS) and a CRM system to manage clients and candidates. Compliance with employment law, GDPR, and industry best practices will be central. Service delivery will focus on structured engagement with both clients and candidates to maintain quality and reliability.
Operational Strategy
An effective operational strategy is key to achieving recruitment excellence and business sustainability. The strategy is structured across several core components:
7.1. Service Delivery Model
- Client Engagement: Build strong client relationships through regular feedback and consultation.
- Candidate Sourcing: Leverage job boards, social media, and local networks.
- Placement Process: Maintain high-quality matching through structured interviewing and vetting processes.
7.2. Technology Integration
- ATS Implementation: Use Applicant Tracking Software to streamline operations.
- CRM System: Centralise client data and interactions for better relationship management.
7.3. Compliance and Quality Assurance
- Regulatory Adherence: Ensure all employment legislation and documentation standards are met.
- Quality Monitoring: Regular process audits and candidate feedback loops.
7.4. Staff Training and Development
- Continuous Learning: Regular upskilling aligned with market trends.
- Performance Management: KPIs to track recruiter effectiveness and client satisfaction.
7.5. Financial Management
- Budgeting: Detailed monthly and annual planning.
- Revenue Tracking: Monitor income sources and profitability metrics.
8. Financial Plan
To be aligned with the current market and to start this business I chose to maintain this average figure to begin with, with a focus of building a pool of skilled, experienced workers to spec to the market.
8.1 Start-up costs are estimated at £6,315, covering company registration, website development, branding, insurance, equipment, and marketing (Companies House, 2024; Marketing Week, 2023). 
8.2 Monthly Operating Costs
Monthly operating costs are projected at £1,380.
Revenue forecasts are based on an average placement fee of £3,750, with a breakeven target of one placement per month (REC, 2024). Profitability is projected within the first year of operation.
8.3 Revenue Forecast
Average Placement Fee: Typically 15% of candidate annual salary 
Average Salary of candidates £25,000 per annum (ONS,2025)
Average placement fee: £3750
Preparing the financial forecasts gave me confidence in the viability of the business. I personally feel reassured seeing that breakeven is achievable within the first month of consistent placements.
8.4Funding Sources
After exploring a combination of non-repayable grants and repayable loans to fund the £6,315 start-up requirement I chose to go with Business Wales and start up loans using the research below to chose the most suitable option with the current affordability of the business:
· Business Wales Finance Locator & Shared Prosperity Fund – Local authority grants between £2,500–£10,000 for eligible start-ups (Business Wales, 2025).
· Young Person’s Start-Up Grant – Up to £2,000 for founders under 25 with mentoring (Business Wales, 2025).
· Development Bank of Wales Micro Loan – Loans from £1,000–£50,000 for start-up costs and working capital (Development Bank of Wales, 2025).
· UK Government Start-Up Loan Scheme – £500–£25,000 at fixed rates with free mentoring (Start-Up Loans Company, 2025).
· Community Development Finance Institutions (CDFIs) – Flexible lending for small businesses (British Business Bank, 2025).
9. Conclusion
This business plan demonstrates a robust and realistic approach to launching a recruitment agency in a high-demand regional market. Through targeted marketing, operational efficiency, and strong compliance practices, the agency is positioned for sustainable growth and competitive advantage. The financial projections and strategic positioning support the viability of the business in both the short and long term.



10. Appendices
Appendix A – Start- Up Costs


	Start-Up Costs
	 
	 

	Item
	Estimated Cost (£)
	Notes

	Limited Company Registration
	£15
	Companies House standard fee (Companies House, 2024)

	Website Development & Hosting
	£800
	Professional website with ATS integration (Marketing Week, 2023)

	Branding & Logo Design
	£500
	Freelance designer or agency fee (Marketing Week, 2023)

	Recruitment Software (ATS/CRM)
	£150/month (1,800 annual)
	Essential for candidate & client management (Sage, 2024)

	Insurance (PLI, Employers)
	£1,200
	Estimated annual premium (GOV.UK, 2024)

	Office Equipment (Laptop, Phone)
	£1,200
	Initial purchase for work tools (The Guardian, 2023)

	Marketing (Launch Campaigns)
	£1,000
	Digital ads, job board listings, LinkedIn outreach (LinkedIn Talent Solutions, 2023)

	Networking & Travel
	£500
	Local job fairs and client meetings (Marketing Week, 2023)

	Miscellaneous & Legal Fees
	£300
	Accounting setup, contracts (Xero, 2024)

	Total Estimated Start-Up Costs:    £6,315









	







Appendix B – Monthly Operating Costs
	Monthly Operating Costs
	 
	 

	Item
	Estimated Monthly Cost (£)
	Notes

	ATS/CRM Subscription
	£150
	Ongoing software fees (Sage, 2024)

	Job Board Listings
	£300
	Indeed, Reed, CV Library (REC, 2024)

	Internet & Phone
	£80
	Business line and broadband (The Guardian, 2023)

	Marketing & Networking
	£200
	Email campaigns, events, LinkedIn ads (LinkedIn Talent Solutions, 2023)

	Accounting & Legal Services
	£150
	Monthly accounting fees (Xero, 2024)

	Office Rent/Co-working Space
	£400
	If applicable (The Guardian, 2023)

	Travel & Miscellaneous
	£100
	Client meetings, travel costs (Marketing Week, 2023)

	 
	 
	 

	Total Estimated Monthly Costs:     £1,380
	 
	 



Appendix C - Revenue Forecast Chart 
	Revenue Forecast
	
	
	

	• Average Placement Fee: Typically 15% of candidate annual salary (REC, 2024)
	

	• Average Salary of Candidates: £25,000 per annum (ONS, 2024)
	
	

	• Average Fee per Placement: £3,750
	
	
	

	
	
	
	

	Month
	Number of Placements
	Revenue (£)
	Notes

	1
	2
	£7,500
	Early traction phase

	3
	5
	£18,750
	Increased client base

	6
	8
	£30,000
	Established pipeline

	12
	12
	£45,000
	Mature business phase



[image: A graph with orange line and green line

AI-generated content may be incorrect.]Appendix C – Breakeven Analysis Chart 



	










Appendix D – Profit & Loss Forecast Table & Graph 

	Month
	Opening Balance (£)
	Revenue (£)
	Operating Costs (£)
	Net Cash Flow (£)
	Closing Balance (£)

	Month 1
	0
	7500
	1380
	6120
	6120

	Month 2
	6120
	11250
	1380
	9870
	15990

	Month 3
	15990
	18750
	1380
	17370
	33360

	Month 4
	33360
	22500
	1380
	21120
	54480

	Month 5
	54480
	26250
	1380
	24870
	79350

	Month 6
	79350
	30000
	1380
	28620
	107970

	Month 7
	107970
	30000
	1380
	28620
	136590

	Month 8
	136590
	33750
	1380
	32370
	168960

	Month 9
	168960
	37500
	1380
	36120
	205080

	Month 10
	205080
	41250
	1380
	39870
	244950

	Month 11
	244950
	41250
	1380
	39870
	284820

	Month 12
	284820
	45000
	1380
	43620
	328440



	Year-End Summary:
	

	
	
	

	Total Revenue: £344,000

	
	
	

	Total Operating Expenses: £16,560

	
	
	

	Net Profit: £327,440
	





Graph Details:
· X-axis: Months (1–12)
· Y-axis: £ values
· Blue Line: Monthly Revenue (£) steadily rising from £7,500 in Month 1 to £45,000 in Month 12.
· Green Line: Monthly Net Profit (£) following a similar upward trend, from £6,120 in Month 1 to £43,620 in Month 12.












Compiling the appendices highlighted the importance of transparency and detail. Personally, I found that including financial tables, marketing materials, and operational charts not only supports the main body but also strengthens credibility with stakeholders.
VAT Forecast and Registration Requirement
Based on the Profit & Loss figures, projected annual revenue (£344,000) exceeds the UK VAT registration threshold (£90,000 in taxable turnover as of 2025) (HMRC, 2025). This means 1stPlace Recruitment Ltd will be required to register for VAT within 30 days of exceeding the threshold.
Total VAT Liability (Year 1): £69,000
VAT Registration Process (HMRC, 2025):
· Check threshold: £90,000 taxable turnover.
· Register online: Via HMRC VAT registration service.
· Receive VAT number: Normally within 30 working days.
· Submit VAT returns: Quarterly via Making Tax Digital-compliant software.
Observation: Even with VAT obligations, cash flow remains positive due to high profit margins and controlled operating costs.





















Appendix E CV
Carla O’Keefe
Telephone: 07999540700 (mobile) Email: Carlaokeefe88@gmail.com
Date of Birth: 13th December 1988

Personal Profile:
An all-round Account/ Recruitment specialist. Specialising in the Manufacturing and Industrial Sectors across Wales and the Southwest, delivering both high and low volume recruitment

Organised, self-motivated and passionate about the work that I do, I take pride in the tasks that I’m given and complete to a high standard. I liaise with Senior level stakeholders and encourage team members to deliver performance excellence. I communicate comfortably and clearly with others and able to give and receive instructions very well. Past employers would describe my work ethic to be methodical and consistent.
Current Notice period - 4 weeks
Current Salary - £63,000 (incl bonus)
Work History
Current Employment
November 2018 - Present

360 Recruitment Specialist /Account Manager (Driving, Logistics, Production, Manufacturing, Industrial & Construction) 

· Using sales, business development, marketing techniques and networking to attract new and existing business  
· Project Managed smooth recruitment processes
· Analyse and improve recruitment process, incorporating best practices and innovative approaches.
· Managing onsite recruitment liaising with HR Personnel, conducting weekly presentations to senior level stakeholders.
· Generating profitable GP margins of between £15k & £17k per week
· Maintain and develop relationships with new and existing partners and customers, developing advocacy to generate additional business opportunities
· Processing Payroll
· Following Strict Compliance procedures to onboard suitable candidates ensuring recruitment processes are adhered to.
· Ability to use a variety of recruitment methods and manage the full recruitment process.
· Liaising with governing bodies and Stakeholders building/ maintaining relationships

· Using external/ internal databases to recruit successfully (ATR / ATS / SMR/ CMS Systems) 
· Testing the market 
· Strong organizational skills and the ability to manage multiple recruitment processes simultaneously
· Attending local Jobs Fairs to attract new business and quality candidates 
· Receiving and reviewing applications, conducting interviews
· Requesting references and checking the suitability of applicants before submitting their details to the client.
· Managing Absence trackers / Disciplinary Procedures
· Briefing the candidate about the responsibilities, salary, and benefits of the job in question.
· Negotiating pay and salary rates and finalising arrangements between client and candidates.
· Offering consulting advice, training, and career progression.
· Reviewing recruitment policies to ensure effectiveness of selection techniques and recruitment programmes.
· Onsite Factory Tours/ Assessments/ Interviews
· Conducting and assessing Health and Safety inductions for clients in their work environment.
· 
July 2018 – November 2018 Accounts Payable –
Lloyd Walters Construction Industry – Temporary Assignment
· Credit Control 
· Purchase Ledger
· Sales Ledger
· Raising PO Numbers
· Purchasing of materials and cost saving 
· Responsible for the business’s bank accounts/ Payments
· Management of on- site contractors’ compliance  
· Knowledge and understanding of CIS Payments 
· Xero and Sage Experience
· Management of company insurance policies - Employer/ public / product liability
· Raising invoices/ purchase orders & Credit notes
· Purchase and supplier reconciliation
· Building relationships with customers and suppliers
· Hire in experience of plant equipment 


· Knowledge of the PLANT AND VEHICLE HIRE INDUSTRY/ WASTE RECYCLING/PPE/ ON SITE REGULATIONS
· Preparation / review of Purchase Orders, ensuring authorised.
· Processing of Purchase Invoices, staff expense/credit card payments and ensuring authorised where necessary and are matched to Purchase Orders.
· Maintenance of Petty Cash.
· Preparation of regular Supplier payment runs (through E-Banking), ensuring all amounts due are paid on a timely basis, payments are supported by valid authorised Purchase Invoices and that payments are accurately reflected in SAGE.
· Monthly reconciliation of Supplier Statements to the Purchase Ledger; and Purchase Ledger to General Ledger
· Investigate any discrepancies/queries with Management/Supplier, ensuring a professional relationship with Supplier is maintained always.
· Assist accounts with price and payment queries.
· Escalate any issues (non-payment, accounts on stop) immediately.
· Liaise with external suppliers and monitor their performance
· Liaise with internal departments on all aspects of the business
· [bookmark: page2]Monitor and challenge costs – SAVED THE COMPANY £20,000 PER ANNUM FROM IDENTIFYING COSTINGS OF ELECTRIC POWER GENERATORS
Ecokeg Europe Ltd
Finance Administrator July 2016 – July 2018 (Manufacturing and Recycling Industry)
· Responsible for the business’s bank accounts/ Payments
· Recycling and waste management experience
· Credit Control – managing a ledger of around 500 accounts and dealing with “ AT RISK” customers
· Liaise with External Legal Collections of debt
· Raising invoices/ purchase orders & Credit notes
· Purchase and supplier reconciliation
· Plan/organise customers records to produce VAT returns & prepare for accounts to be finalised
· General Office duties, ordering stationary, answering calls
· Responsible for reporting issues to the manager
· Petty Cash handling and checking expenses are monitored.
· Decision Making
· Sage Line 50
· Excel spreadsheets and reports
· Company Data Base entry.
· Answering customer queries and placing of customer orders.
· Ability to work to strict deadline and under pressure
· Liaising with invoice factoring companies
· Building relationships with customers and dealing with individual business needs
· Use of CRM systems

Sarn Post Office
Post Office Manager March 2014 – July 2016.
· Managerial skills
· Sorts and bags bulk mail tags and marks mail bags, and complete the postal forms required.
· Data Protection and Secrecy act awareness
· Disseminates information regarding postal regulations, policies, and procedures.
· Cash Handling
· Data Base + Product knowledge
Bettws Fish Bar 2011 – 2014 Owner
· Ensuring Staff follow compliance procedures
· Safety meetings
· Interpersonal skills
· Empathy and understanding of staff opinions and situations
· Managerial skills
· Common sense
· General running of a fish and chip shop
Lewistown Post Office Jan 2010 – July 2011 Post Office Assistant

· Sorts and bags bulk mail tags and marks mail bags, and complete the postal forms required.
· Data Protection and Secrecy act awareness
· Disseminates information regarding postal regulations, policies, and procedures.
· Cash Handling
· 
The Journey Seminars Ltd Jan 2009 – Jan 2010 - 01656 890400
Bookkeeping Assistant
· Responsible for the business’s bank accounts (transfers of large payments)
· EPDQ Transfers
· Bookkeeping of customers records & organising events
· Liaising with other offices
· Purchase and supplier invoice reconciliation
[bookmark: page3]
Lloyds TSB Contact Centre Sept 2008- Jan2009 - Pencoed

Customer Service Advisor
· Working to targeted deadlines
· Sales environment
· Dealing with customer complaints and general enquires
· Advising customers of general knowledge
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Profit & Loss 

Revenue (£)	Month 1	Month 2	Month 3	Month 4	Month 5	Month 6	Month 7	Month 8	Month 9	Month 10	Month 11	Month 12	7500	11250	18750	22500	26250	30000	30000	33750	37500	41250	41250	45000	Operating Expenses (£)	Month 1	Month 2	Month 3	Month 4	Month 5	Month 6	Month 7	Month 8	Month 9	Month 10	Month 11	Month 12	1380	1380	1380	1380	1380	1380	1380	1380	1380	1380	1380	1380	Net Profit (£)	Month 1	Month 2	Month 3	Month 4	Month 5	Month 6	Month 7	Month 8	Month 9	Month 10	Month 11	Month 12	6120	9870	17370	21120	24870	28620	28620	32370	36120	39870	39870	43620	
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